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Better!
By any measure, progress at the Jon M. Huntsman School of Business during the last 
five years has been extraordinary—thanks to the generous support and diligent efforts 
of our many friends, faculty, students, and staff. Notwithstanding the severe economic 
downturn of the last three years and the corresponding reduction of legislative fund-
ing, our financial picture has never been better.
	 Our somewhat tired and inadequate business building has undergone a sparkling 
$3 million renovation, and the planned $30 million addition of the new Huntsman 
Hall will give us a wonderful new, state-of-the-art facility. Our administrative 
infrastructure is vastly improved and focused on student success. The mixed mo-
tives and lack of integration in the Economics Department that were the result of a 
decades-long dual reporting structure have been eliminated by a structural change 
that has given us a charged up, highly energetic, and much improved Department of 
Economics and Finance. Faculty quality and productivity have improved in each of 
our four departments. Student engagement and quality are up. The change is real. It is 
noticeable, and it is significant.
	 Yet we can, and we must improve. We must be driven by a relentless and restless 
desire to raise our standards. We must banish any sense of self-satisfaction. Rather, a 
new culture of diligence and excellence that has characterized our efforts during the 
last five years needs to become even more deeply embedded and “hard wired” into 
every aspect of our School.
	 Fundamental to that effort is our commitment to recruit the very best faculty 
we can find to teach our students. This year we are indeed fortunate to welcome five 
stellar new faculty members: James H. Davis, William F. Shughart, Mike Glauser, 
Christine Rigby Arrington, and Eric Schulz. Each one of these individuals is an out-
standing leader in his or her respective discipline, and you will meet them in this issue.
	 Recently I read Atul Gawande’s excellent book, Better: A Surgeon’s Notes on 
Performance. Dr. Gawande writes, “People underestimate the importance of diligence 
as a virtue. . . It is the constant and earnest effort to accomplish what is undertaken… 
[It is] the prerequisite of great accomplishment.” 
	 The diligent pursuit of excellence in ethical and entrepreneurial leadership charac-
terizes many of our school’s most accomplished alumni: Jim Quigley, CEO of Deloitte 
Touche Tohmatsu and co-author of this issue’s “Required Reading” As One; Young-
Chul Hong, CEO of the very international Kiswire Trading, Inc.; Jonathan Bullen, 
successful real estate investor and president/CEO of Eagle Gate College; Ron Labrum, 
CEO of Fenwal, supplier of blood transfusion products and technologies; Ron Jibson, 
CEO of Questar Corporation, the natural gas giant; and Elder Steven E. Snow, general 
authority of The Church of Jesus Christ of Latter-day Saints.
	 These alumni leaders, along with Crystal Maggelet, Jeff Clark, and Scott Walker, 
who are also featured in this issue, have faced tough strategic decisions and complex 
ethical issues as they have sought to grow and sustain their organizations. There is 
much we can learn from them. I think you will enjoy reading about how their diligent 
commitment to excellence and balance in leadership has made our world a better place.   
	 As Dr. Gawande has written: “Better is possible. It does not take genius. It takes 
diligence. It takes moral clarity. It takes ingenuity. And above all it takes a willingness 
to try.”
	 With your continued support, we will be “Better!”

“ Better is possible. It does 
not take genius. It takes 
diligence. It takes moral 

clarity. It takes ingenuity. 
And above all it takes a 

willingness to try.
— Atul Gawande

”

a message from dean dougl as d. anderson



As a boy, I was the leader of our 
neighborhood posse. We did 
all those crazy fun things that 
young hooligans do growing up. 
However, as we started to mature, 
I realized it was my responsibility 
to help lead my friends into paths 
of diligence and character. I came 
to understand that this was the 
essence of leadership, influencing 
others for good.	
	 Some believe leadership is a 
gift you either have or don’t have. 
Others believe leadership is deter-
mined by wealth and prominence. 
I believe leadership is a charac-
teristic and skill that is honed and 
developed. We live in a time where 
this skill is being squelched. Sound 
leadership is needed now more 
than ever. It must be obtained in 
order to be successful in family life, 
work, the community, the state, the 
nation, and the world.
	 Leadership is not reserved for 
an elect few. This skill ought to 
be sought after by all people from 
all walks of life. Everyone has the 
opportunity to be a leader. John 
Quincy Adams said, “If your ac-
tions inspire others to dream more, 
learn more, do more, and become 
more, you are a leader.” As we each 
interact with people on a daily 
basis, we have the opportunity to 
be able to inspire and influence them for good.
	 Leadership is like a stool. It requires three legs in order to 
be balanced, stable and functional. The legs of leadership are 
vision, belief, and influence.
	 A leader is one who possesses vision. In other words, 
this is the ability to formulate and articulate the best possible 
outcome or end-all goal that will benefit the most people. A 
good vision is one that motivates others to specific actions. An 
excellent exemplar of possessing vision is Martin Luther King, 

Junior. He envisioned equality for 
all mankind. This vision empow-
ered the Civil Rights Movement 
and other important events that 
paved the way for progress in 
obtaining equality among all men 
and women. Although we may 
never play a role as big as Martin 
Luther King, Junior, we can de-
velop and demonstrate this skill in 
our own spheres of influence.
     A leader is one who inspires be-
lief. Belief in one’s own potential is 
the biggest determinant to individ-
ual success. Seeing and believing 
in your own potential, however, is 
not a task you can accomplish by 
yourself. A leader is that someone 
who helps you see who you can 
become and how to get there. Your 
wishful hope is transformed into 
an obtainable action plan. In this 
sense, the leader has inspired you 
to believe that you can actually 
achieve your dreams.
     A leader is one who brings 
people together and influences 
them for good. One of the greatest 
experiences to be had is being 
united in a common cause. The 
ability to bridge cultural, political, 
economic, and religious differ-
ences and unite people in pursuing 
one goal is the influence for good 
that I am speaking of. These united 

relationships will change people’s lives. The ability to facilitate 
that connection and that unity is known as leadership.
	 Remember that leadership is not a gift given to a se-
lect group, nor is it determined by wealth and prominence. 
Leadership is a core characteristic trait to be developed 
through diligence. As you become a leader, you will come to 
understand what Tom Peters meant when he stated, “Leaders 
don’t create followers, they create more leaders.” 

By scot marsden, business senator

student article

Former Posse Leader: Leadership Requires 
Vision, Belief, and Influence 

5

“If your actions inspire others to dream 
more, learn more, do more, and become 

more, you are a leader.”

— John Quincy Adams
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Professor Emeritus 
Lloyd Bartholome 
Remembered For His 
Teaching, Research,
and Service

It doesn’t seem possible that one man could do so much to 
affect the lives of so many in just a single life, but Lloyd W. 
Bartholome has done just that, leaving a group of people 
throughout the United States grateful to have known him.
	 In 1979 he was appointed head of the Business Information 
Systems and Education Department at 
the Jon M. Huntsman School of Business. 
He was a significant player, providing 
foresight in preserving business educa-
tion by changing the department’s name, 
academic emphasis, and focus to busi-
ness information systems. Through his 
skillful direction, the department offered bachelor’s, master’s, 
and doctoral degrees in business teacher education as well as 
information systems. Numerous Ph.D. graduates went on to 
advance their careers at other colleges and universities around 
the country. As a result of Dr. B’s vision and model for business 
teacher education, many deans and department heads ac-
cepted and adopted his successful model at their colleges and 
universities.
	 Dr. Bartholome believed in teaching first—period! He 
said, however, that teaching needed to be grounded in sound 
research. As a department head, he wholeheartedly supported 
faculty members who revised their curriculum and updated 
their courses. He himself maintained this practice by attending 
other universities during his sabbaticals. He did this into his 
late sixties.

	 He was recognized with numerous awards including the 
prestigious John Gregg Award, the highest national award for 
distinguished service in business education. He was also one of 
two people inducted into the Business Education National Hall 
of Fame in 2010.

	 Service was important to Dr. B. He believed that teachers at 
all levels have important skills to share. He thought that it was 
important for business education to survive through its mem-
bers at local, state, and national organizations. He encouraged 
colleagues and teachers to be active members in professional 
organizations. 
	 He believed in God, the importance of family, work, and 
play. In his heart he truly cared about people and believed in 
giving everyone an opportunity to advance his or her career in 
any discipline.
	 He was a faculty member at Utah State University when he 
died at age 73 in 2003.  

By Dennis L abont y and Jim Elwood

“He had a profound impact on the MIS department from its beginning.”
— Jim Elwood

Editor’s note: When we decided to do a story about an 
emeritus professor from the Management Information Systems 
Department, several insisted that the late Lloyd W. Bartholome 
needed to be recognized because of the tremendous impact he 
had on the department. In this profile Dennis Labonty, who 
taught at USU from 1990 to 2005, and Jim Elwood, who has 
been at USU since 1983, and is now the Jon M. Huntsman 
School’s manager of information technology, share their 
memories of Dr. Bartholome.
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Think of yourself at a packed Blue Öyster Cult concert listen-
ing to the famous introduction to Blue Öyster Cult’s hit song, 

“Don’t Fear The Reaper.” Can you hear the main guitar riff in 
your head? Can you feel the growing excitement added by the 
drums and energized crowd?
	 Now picture yourself sitting in a business school classroom 
learning the theory and applications for designing, develop-
ing and maintaining database systems from a clean-cut, polite 
professor who always wears a white shirt and a tie.
	 Which of these two scenarios sounds more fun and 
rewarding to you?
	 Before I experienced my first database class taught by 
Professor David Olsen, I would have selected the concert as the 
more rewarding of the two options. Since taking his database 
course, my opinion has changed. 
	 Dr. Olsen comes to every class 15 minutes early. He starts 
his daily routine by taking a baseball and a few baseball gloves 
outside and playing catch with any students who want to join 
him. He also selects a daily classic rock song such as “Don’t 
Fear The Reaper” which he plays just before class begins. This 
made every day of his class almost feel like I was walking into a 
rock concert. 
	 The type of database skills firms expect IT employees to 
have cannot be faked. These skills come only through the 
repetitive use of database software applications backed by an 
understanding of database theory. Dr. Olsen understands this 
need and has designed his curriculum to get database students 
up to a level where they can immediately contribute upon 
graduating.
	 Each database topic is first taught, then its skills are 
practiced in class, and homework is assigned to allow students 
to internalize what they learned. Finally, rigorous tests are 
spread throughout the semester to test students’ abilities on the 
content covered in class. All of this is done in an environment 
where students are free to ask questions at any point in the 
learning process. 
	 I have always been impressed by the high level of academic 
quality I have seen Huntsman School professors bring to their 
classes. Dr. Olsen is no exception to this observation. He took 
a subject some might find dry and helped students learn it on 
a deep level, all because he made learning fun and rewarding. I 
now have tangible database skills I previously didn’t have. 

favoriteprofessorm
y

By sterling morris

“He made every day of his class almost feel 
like I was walking into a rock concert.“

— Sterling Morris

Professor Mixes Baseball, 
Rock Music, and Databases
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Everything has a story — people, buildings, 
artwork, etc. Even databases filled with business 
statistics have stories to tell.
	 The Business Intelligence (BI) Group is 
a student club in the Huntsman School that 
focuses on the possible stories a database 
might tell. The group is made up of students 
who are interested in business intelligence — the process 
of searching through large quantities of business data and 
identifying trends, patterns, and forecasts. The ultimate goal of 
business intelligence is to use the relevant information to make 
better business decisions.
	 “Business intelligence is defined as determining the story 
that large quantities of data have to tell,” said Dave Olsen, a 
professor in the Management Information Systems department 
and creator of the group. “The importance of understanding 
business intelligence will continue to grow as companies 
accumulate more data. With the BI Group, my perfect scenario 
would be that companies would recognize Utah State as a 
perfect place to find employees who understand business 
intelligence.”
	 The Western Decision Sciences Conference invited three 
members of the BI Group — Ben Snow, Michael Black, and 
Cam Peterson — to present at its annual meeting in spring 
2011 in Portland, Ore. All three students were pursuing 
master’s degrees in MIS at the time. Dr. Olsen said it was 

a rarity for the conference to allow pre-master’s 
students to present, and estimated that 90 percent of 
the presenters were professors.
	 “Presenting at a conference was a great 
experience,” said Mr. Snow, who will complete 
a master’s degree in December. “In addition to 
learning more about business intelligence, I was 

able to sharpen my writing and communication skills as we 
wrote the paper and prepared for our presentation.”
	 Mr. Black, who completed his master’s degree in May, said 
that the BI Group helped him become more ambitious as a 
student and with his professional career. 
	 “You work a lot harder and learn a lot of new things when 
there’s more than just a letter grade involved,” Mr. Black said. 

“You’re dealing with the knowledge you know you will need to 
succeed later in life.”
	 Mr. Peterson said that companies are increasingly moving 
towards data-driven decisions because of the processing and 
storage capabilities of their computers. Understanding the vast 
quantities of data stored by these computers is a prerequisite to 
making data-driven decisions. 
	 “The BI Group gives students opportunities to refine their 
skills when it comes to digging up the implicit stories told 
by the data,” Mr. Peterson said. “They can then develop their 
critical thinking skills by coming up with logical business 
decisions.” 

By Connor Child
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Students Dig Up “Implicit Stories” Buried in Data

Research Highlights



How do Utah 
universities 
compare? University 

of Utah

Westminster 
College

Weber State
Utah Valley University

Huntsman School 
of Business at Utah 

State University

(on Twitter) 4,677

3,212

855

490

9,766

Build-A-Bear Stuffs Its 
Web Pages With Heart

•	 �Some 16 percent of MSMIS applicants heard 
about the program through social media.

•	 �The Jon M. Huntsman School of Business’ 
Facebook page has 3,476 fans. That’s more 
fans than all other Utah business schools’ 
fans, combined. (Weber State, Westminster, 
UofU, UVU, BYU, SUU, Dixie State).

•	 �The Huntsman School’s Twitter account has 
9,766 followers. That’s more followers than 
all other Utah Universities’ combined. (WSU, 
UofU, UVU, BYU, and SUU — BYU and SUU 
do not have official Twitter accounts).

•	 �Huntsman Facebook posts have been viewed 
545,861 times since the first post was made 
on April 21, 2009.

by sterling morris

More about the Huntsman School online:*

How do other Utah business schools compare?

Marriott
(BYU)

Eccles
(UofU)

Goddard
(Weber)

Woodbury
(UVU)

Gore
(Westminster)

Huntsman
(USU)

3,0002,0001,0000
(Facebook fans)

1,725

3,476

1,171

131

48

160

9

* Numbers as of September 7, 2011

Imagine what would happen if Build-A-Bear Workshop, a stuffed animal 
retailer, ignored its target market by exclusively advertising through The 
Wall Street Journal.
	D ave Finnegan, who graduated in 1997 in business information systems, 
is the CIO at Build-A-Bear. What if his company did not recognize the 
value customers place in sharing photos of their custom-made teddy 
bears online with other Build-A-Bear enthusiasts?
	T here is certainly significant value in a business’ ability to recognize its 
customers’ preferences and adjust its communications accordingly. When 
it comes to meeting the needs of its customers, Build-A-Bear sets a high 
standard, and it does this particularly well with its social media efforts. 
	W e noticed the following four components have played an important 
role in making Build-A-Bear’s social media campaign successful: 

Consistency – Build-A-Bear has established a steady pace 
of content sharing through its social media outlets including 
Facebook, Twitter, and YouTube. Each day it typically makes 
one to two Facebook posts on its wall and sends out a handful 
of tweets. It also uploads a video every few days to its YouTube 
channel. Over time, this consistency builds loyalty and attracts 
new audience members. 

Engagement – Nearly all Build-A-Bear’s social media dialogue 
encourages conversation. When social media users respond 
to Build-A-Bear’s prompts, this activity typically shows up on 
users’ walls where potential new customers are exposed to 
Build-A-Bear’s brand. As more individuals engage in conversa-
tion with a business’s social media outlets, the business’s brand 
receives greater visibility. 

Responsiveness – Within the past few years, it has become 
more common for customers to turn toward social media 
outlets to resolve their concerns and find answers to questions. 
When customers feel they have a place to provide feedback 
and interact with other members, the credibility of the business 
increases. Build-A-Bear provides value as it quickly responds 
to feedback and questions with helpful answers. 

 �Establishment – Although numbers don’t tell the whole story, 
Build-A-Bear’s 1.3-million-person Facebook community and its 
3.1 million views on YouTube communicate that it has devel-
oped a large, sustained audience that wants to hear its mes-
sage. It has reached a threshold where growth occurs rapidly 
and naturally. We believe this development has occurred, in 
part, due to Build-A-Bear’s consistent, engaging, and respon-
sive social media presence.
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Award-Winning Notre Dame 
Professor Becomes An Aggie
An award-winning Notre Dame researcher, recognized for 
his research on trust, has come to the Huntsman School 
of Business to become the new head of the Department of 
Management.
	 James H. Davis, who will also be a professor, is known for 
launching the Gigot Center for Entrepreneurial Studies at the 
University of Notre Dame in 1998, which he called “an entrepre-
neurship ecosystem.” In the 10 years he served as its director, 
it was consistently ranked among the top 20 programs in the 
country.
	 “I don’t want to be second to anybody,” Dr. Davis said. “I 
would not have come to the Huntsman School if we could not 
be the number one undergraduate school of business in the 
country. We have that potential with many of our programs.”
	I n 2006, Academy of Management, the leading professional 
association for professors of management, honored Dr. Davis 
for his research on trust, calling it the best theoretical, ground-
breaking research of the 1990s.
	W ith research interests and publications in the areas of trust, 
stewardship theory, strategic decision-making, corporate gov-
ernance, and social capital, Dr. Davis’ articles have appeared in 
many leading publications.
	A t Notre Dame, Dr. Davis was the John F. O’Shaughnessy 
Chair of Family Enterprises in 2006 and the Milan Siegfried 
Director of Entrepreneurial Studies in 2004. While there, Dr. 
Davis was also presented with the President’s Award, recog-
nizing him for his contributions to the university. He was also 
named as the MBA Outstanding Professor of the Year at Notre 
Dame three times. 
	H e wanted to be a part of the Huntsman School of Business 
after he visited.
	 “I came here to speak last January and was very impressed 
to see the progress going on at the Huntsman School,” Dr. Davis 
said. “I could not pass up the opportunity to be a part of this 
school’s efforts at this crucial time. I think I can learn from the 
impressive leadership team it has in place and contribute to its 
focused efforts to better serve the students here at USU.”
	D r. Davis earned his undergraduate and M.Ed. degree from 
Brigham Young University, his MBA from Idaho State University, 
and his doctorate in corporate strategy from the University of 
Iowa.

new 
faces
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William F. Shughart, II, an economist from the University of 
Mississippi, who is a syndicated columnist, respected editor and 
researcher, is now a professor at the Jon M. Huntsman School
of Business.
	H e is a micro-economist with a strong interest in public policy 
and the application of economic theories to decision making in 
non-market settings. Dr. Shughart, who is particularly well known 
for his research related to antitrust legislation, has been named the 
first J. Fish Smith Professor in Public Choice. 
	A nd he is the editor of Public Choice, a publication that looks at 
how economic theories may be used to influence or analyze public 
policy decision making. Public Choice, founded in 1966, is listed 
among the top 35 economic journals by RePEc (Research Papers 
in Economics), and ranks even higher among political science 
journals. The publication, which will now be based at USU, has 
featured research on numerous public policy issues, including the 
economic impact of school vouchers and the causes and conse-
quences of transnational terrorism.
	D ean Douglas D. Anderson said that the addition of Dr. Shughart 
to the faculty is good news for the students and it focuses national 
attention on the progress underway at the Huntsman School. 
	 “It is unprecedented in the history of economics education 
at USU for the university to be the home of such a distinguished 
journal,” Dean Anderson said. 
	D r. Shughart said he was impressed in 2009 when he came to 
visit USU. “I was struck immediately by the intellectual energy 
evident throughout the Huntsman School,” he said. “The students, 
faculty, and staff there are first-rate, and Dean Anderson has set 
goals for excellence in teaching, scholarly research, and service to 
the state and nation that match my own.”
	D r. Shughart is listed among the top five percent of authors by 
IDEAS, the largest bibliographic database dedicated to economics. 
He has published more than 200 scholarly articles, book chapters, 
and reviews.
	D r. Shughart authored Antitrust Policy and Interest-Group 
Politics, a book that showed how antitrust public policy sometimes 
is influenced by special interest groups that are often the com-
petitors of the companies being challenged. He also wrote The 
Organization of Industry.
	H e has published two widely quoted scholarly articles: “Adam 
Smith in the Customs House” and “Batter-up: The Impact of the 
Designated Hitter Rule on Hit Batsmen.” After Adam Smith had 
written The Wealth of Nations, he was appointed by King George 
III in 1798 to be on a commission tasked with stopping smugglers.
	 “Adam Smith was one of the greatest defenders of free trade, 
but when he became a customs commissioner, he acted like a law 
enforcer, and was very active in trying to stop smugglers and col-
lect fees,” Dr. Shughart said. 
	T he second paper looked at the impact of the designated hitter 
rule on the number of batters who get hit by a pitch during the 
game. He discovered in the American League, where pitchers may 
have a designated hitter stand in for them, those pitchers were 
more likely to hit batters than those in the National League.
Dr. Shughart earned his doctorate in economics from Texas A&M 
University in 1978.

Professor known for his economic analysis 
of public policy decisions comes to USU
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Former Jazz marketing exec 
joins Huntsman School
A former Utah Jazz executive has joined the Jon M. Huntsman 
School of Business team as a lecturer and a co-director of stra-
tegic marketing and brand management.
	F or the last five years Eric Schulz has been the marketing head 
of the Larry H. Miller Sports & Entertainment Group, overseeing 
the Utah Jazz, Salt Lake Bees, KJZZ-14 TV, and other Miller prop-
erties. In his new position, he will draw from his experience in 
marketing and brand management with international companies 
such as Disney, Coca-Cola, and Procter & Gamble. He also has 
experience in sports marketing, having worked on the Olympics, 
in the XFL Football League and in minor league baseball. 
	M r. Schulz is the author of The Marketing Game, How The 
World’s Best Companies Play to Win. Since 2002, he has taught 
product marketing and brand management to MBA students at 
the University of Utah and Brigham Young University. Mr. Schulz 
earned an MBA from the Marriott School of Management at BYU.

New entrepreneurial programs head
taps years of innovation experience
A professor and author who led the entrepreneurial programs at Westminster College 
has agreed to head up a similar charge at the Jon M. Huntsman School of Business. 
	M ichael J. Glauser, the founder and former CEO of Golden Swirl Management 
Company and Northern Lights, started as the new executive director of entrepreneur-
ial programs at the Huntsman School of Business at Utah State University July 1. Dr. 
Glauser returns to the USU campus where, as a graduate student at the University of 
Utah, he founded Golden Swirl Management Company in a dairy lab on campus. 
	H e most recently served as founder and director of the Institute of New Enterprise at 
Westminster College. Linda Muir was his assistant and is now the institute director.
“It was phenomenal what he accomplished in four years here,” Ms. Muir said. “I’ve 
worked with a lot of bosses who weren’t leaders, but with Michael, he never once 
ceased to be a leader.”	
	D r. Glauser said his interest in the Huntsman School of Business grew when he 
learned about the school’s emphasis on fueling the students’ entrepreneurial instincts. 
He was a featured speaker in the spring of 2011 during e-Week, a time when a number 
of on-campus activities are held and aimed at sparking more innovative thinking. 
	 “I am impressed with the development of the Huntsman School of Business during 
the past few years, and I really enjoyed the time I spent with the students,” he said. 
“The prospect of building on the momentum the school already has and fueling the 
entrepreneurial fires at USU intrigued me.”
	D r. Glauser has published two books on entrepreneurship: Glorious Accidents: How 
Everyday Americans Create Thriving Companies, a book focused at for-profit organiza-
tions, and The Business of Heart: How Everyday Americans are Changing the World, 
along with numerous articles in magazines and professional journals. His clients have 
included Associated Food Stores, The Boeing Company, Department of Workforce 
Services, Esso of Inter-America, Harmon Music Group, Saudi Consolidated Service, and 
USANA Health Sciences. He has also held faculty positions at the University of North 
Carolina and King Fahd University of Petroleum & Minerals in Dhahran, Saudi Arabia.
Dr. Glauser earned his doctorate at Purdue University. He got master’s and bachelor’s 
degrees from the University of Utah.
	D avid Clark, the previous executive director of entrepreneurial programs, left the 
Huntsman School of Business to become the director of business development for the 
new Commercial Enterprises group with the Utah State University Research Foundation.
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International media and 
marketing expert to co-direct 
strategic marketing
A media professional who has worked with top international 
firms in London, Hamburg, and New York for more than 20 years 
is bringing her experience home to the Huntsman School. 	
	C hristine Rigby Arrington graduated summa cum laude in 1974 
from USU with a bachelor’s in English, then earning a master’s 
in writing from Columbia University, and an MBA from Stanford 
Business School. She has joined the Huntsman School as senior 
lecturer and co-director of strategic marketing and brand man-
agement, where she will work with Eric Schulz to help build the 
school’s marketing programs.  
	M s. Arrington headed corporate communications for 
Bristol-Myers and wrote for TIME Magazine before business 
school. She was recruited from Stanford into the prestigious 
“International Management Trainee” program of Gruner+Jahr, 
the largest magazine publisher in Europe. Posted in London and 
Hamburg, then New York, she led launches, strategic planning, 
and custom marketing for seven years; she created a $28 million 
custom marketing program with Target Stores and completed 
the market study that resulted in G+J’s $350 million purchase of 
the New York Times Magazine Group. 
 	S he was a co-founder of consulting group Quantum Media in 
1998, now with 10 Principals in New York and Paris. Her clients 
have included Meredith, Reader’s Digest, Scientific American, 
Consumer Reports, PPV Medien in Munich, and more.
	M s. Arrington has been an adjunct professor at NYU for five 
years, teaching marketing for the master’s in publishing.
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On July 2, 1862, President Abraham Lincoln signed the first 
Morrill Act, authorizing the creation of at least one land-grant 
college in each state, to make a democratic education “acces-
sible to all, but especially to the sons of toil.” Utah, however, 
was not a state at the time and wouldn’t win that hard-fought 
distinction until 1896, after several attempts.
	 Anthon H. Lund of the Utah Territorial Legislature had 
traveled to his native Denmark, where he visited a few rural 
agricultural schools. Upon his return, he heard about the 
Morrill Act, and proposed that such a college was needed in 
the Utah Territory. The Lund Act, authorizing formation of a 
land-grant college, was signed in March 1888. 
	 On the question of location, historian Joel Ricks wrote (in 
1938), “Provo had received the Insane Asylum, Salt Lake City 
had the University and Capitol, and the majority of the legis-
lature felt that the new institutions should be given to Weber 
and Cache Counties.” The citizens of Logan and Cache County 
worked together and lobbied the legislature successfully for the 
honor.
	 After that, J.E. Shepherd, the cashier of the Cache Valley 
Banking Company, approached Jeremiah Sanborn, the 
president of what would become Utah State University, and 
proposed to him that a School of Commerce and Business 
Administration be established at the university. 
	 That’s how it happened that, on the first day of classes at 
USU in 1890—121 years ago this fall—students could begin 
study toward a two-year degree in commerce and business. At 
the time, the only four-year business school that existed in 
the United States was the Wharton School of Commerce and 
Finance at the University of Pennsylvania, which had opened 
its doors nine years earlier, in 1881.
	 The business major proved very popular at Utah State, and 
the first graduating class of 15 students included eight business 
majors—more than the other majors combined. The “entrance 
fee” for the university was $5 per year. 
	 In 1898 the University of California launched a four-year 
business program. Utah State actually had started a four-year 
curriculum in business in 1893, but it wasn’t organized as an 
independent school of business culminating in a Bachelor of 
Science degree until 1903, just six years after the University of 
California. 
	 The business training offered at Utah State was highly 
regarded, very early on. Student Life reported in 1911 that 
Professor L.C. Marshall of the University of Chicago had spent 
several months collecting information on the quality of educa-
tion at several degree-conferring institutions. He concluded 
that the training in economics courses at USU was “compa-
rable to that given in the best institutions in the country.” 

huntsman.usu.edu
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Legacy
By christine arrington

Above: The faculty and first freshman class of Utah State University. April, 1891.
Below: Students working in the College Bank, a mock bank at the School of 
Commerce, located on the third floor of Old Main, 1900-1909.

In 1890 Utah State Opened 
the First Business School 
West of the Mississippi

huntsman alumni magazine• fall 201114
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When he started college he paid his bills by launching a window-washing company. 
	 Scott Huskinson, ’01, marketing, doesn’t appear to have changed much since then 
but his life sure has. In June, he and his partner, Clay Broadbent, sold iFrogz, the 
company they founded in 2006, for $105 million to a Salt Lake City company, ZAGG. 
	 iFrogz sells accessories for mobile devices online and ZAGG sells mobile device 
accessories that protect personal electronic devices such as iPods and laptops. The 
two companies make complimentary products, so the merger means they can 
expand their offerings, said Robert G. Pederson II, co-founder and CEO of Zagg.
	 Mr. Huskinson, the CEO and president of iFrogz, said ZAGG did not 
purchase iFrogz because it was a struggling company in need of rescue. A press 
release issued by ZAGG last June said that in 2010 iFrogz generated $40.9 mil-
lion and is expected to bring in more than $60 million in 2011. 
	 Mr. Huskinson and Mr. Broadbent, who is the senior vice president of iFrogz, 
continue to run the company as a subsidiary of ZAGG. They shared millions 
from the sale with employees at all levels of the company.
	 “That’s just the philosophy that Clay and I had,” Mr. Huskinson said. “They 
helped us build it and they are going to share in it.”
	 Joshua Barns is an order fulfillment specialist and student at the Huntsman 
School of Business.
	 “Scott is a great example of what (author) Jim Collins calls a ‘Level 5 Leader,’” Mr. 
Barnes said. “He has a vision and works harder than anyone I know. It is mind-bog-
gling to hear the amazing ideas Scott has for just about everything. At the same time 
he demonstrates an incredible form of humility you would be hard-pressed to find 
with people in his position anywhere else… He loves to work hard and play hard, to 
pay people what they earn and he puts integrity above everything else.”
	 Huntsman School recognized Mr. Huskinson’s exemplary leadership style by 
awarding him with the Professional Achievement Award in 2008. 
	 Lori Kindred, a quality inventory auditor, called him “the maverick 
of the headphone world.” 
	 “Most corporate executives are about numbers, statistics, and 
ratings,” she said. “I am sure Scott pays attention to that also, 
but he makes us feel important and first on the list. That is 
rare in this cut-throat corporate world we all live in.”
	 Mr. Huskinson said ZAGG has a similar culture to 
iFrogz and he calls the merger a “perfect fit” that will 
allow both companies to grow. iFrogz will continue 
to approach the business the same way it has over 
the years, Mr. Huskinson said. There would be no 
reason to tinker with a philosophy that has served 
iFrogz so well and made it such a successful 
company. 
	 “Our financials are very sound,” 
Mr. Huskinson said. “If we can be 
profitable doing things the way 
that we do them, why change?”

future
By steve eaton

USU grad creates and sells 
iFrogz business
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The Jon M. Huntsman School trains leaders to be ethical, effective, and 
entrepreneurial.  People in top leadership positions face many challenges, a 
number of which can be considered under the rubric of “balance.” How much 
to invest, for example, balanced against how much to harvest. Aggressively 
seeking short-term growth, balanced against the long-term needs of 
customers and employees.  
	 We spoke to six outstanding leaders, who all have degrees from Utah 
State—five in business and one in engineering—to find out how they have 
balanced their leadership challenges and pressures, while creating value.

Finding a Balance
and Creating Value
by christine arrington

THE LEADERSHIP CHALLENGE:

Six Leaders on

huntsman.usu.eduhuntsman alumni magazine• fall 201116
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The Scope of His Position
Jim Quigley has been with Deloitte for 37 years and has moved 
his family six times. He was U.S. Managing Partner from 2003 
to 2007 and then was elected Global CEO for a four-year term 
from 2007 to June 2011. Under his direction, in 2010 Deloitte 
became the largest professional services firm in the world, 
with 170,000 employees (now 182,000), in 150 countries, and 
with revenue of $26.6 billion. 

Critical Strategic Decisions
Looking back over his years in top leadership positions, Jim 
commented, “I would say three defining moments in the his-
tory of Deloitte were: 1. The implosion of Arthur-Andersen 
in 2001,” (in the wake of the Enron collapse), “2. Adoption of 
the Sarbanes-Oxley legislation in 2002, and the implications 
of that, and 3. The decision and actuality of the reunion of the 
two parts of Deloitte.”
	 That “reunion” refers to the critical decision to keep the 
consulting division and the accounting/audit division together 
in one private firm--at a time when the three other mem-
bers of the remaining “Big Four” firms chose to split their 
companies, partly in response to the strictures of regulatory 
legislation. Ernst & Young sold its consulting services division 
to Capgemini in 2000. KPMG divested its U.S. consulting divi-
sion, KPMG Consulting Inc., through an initial public offering 
in 2001, and PricewaterhouseCoopers sold its consultancy 
business to IBM in 2002. Those decisions to split the firms, in 
retrospect, were viewed by many in the industry as having 
been very problematic.
	 When Jim became U.S. Managing Partner of Deloitte in 
March, 2003, the firm had spent 18 months preparing to sepa-
rate its consulting and audit divisions into two companies. The 
team at Deloitte continued to observe the extensive organiza-
tional integration taking place among its clients. Then Deloitte 
and its top leaders began to reconsider their options. 
	 “We are a partnership,” Jim said emphatically, “and our 
values and attitudes are shared.” 
	 The Deloitte team decided together to walk away from 
dividing the firm and “to pursue the road less traveled,” Jim 
said. At that point he repeated from memory several lines of 
the Robert Frost poem: “Two roads diverged in a yellow wood, 
And sorry I could not travel both And be one traveler, long I 
stood And looked down one as far as I could To where it bent 
in the undergrowth; . . . Two roads diverged in a wood, and 

I—I took the one less traveled by, and that has made all the 
difference.”
	 The big decision “was taken by the Board,” Jim said, “as it 
should be.” He supported the decision. Shortly thereafter he 
stepped into the role of Global CEO.
	 That fateful decision ended up creating a concrete competi-
tive advantage for Deloitte.  
	 So how did Deloitte reconfigure its firm to meet the new 
challenges, after the decision was made? Jim said, “We chose 
to segment the market and not segment the firm.” The next 
task was his to lead over 18 months--“integrating the firm and 
segmenting the market.”  
	 Deloitte divided its clients into two groups—one for which 
the firm provided audit and other services, and one for which 
the firm provided a range of services, but not audit.  He said, 

“If you don’t audit, say, 80% of the world, then you can provide 
those clients with a full range of services. With an audit client, 
nine kinds of services are expressly prohibited by Sarbanes-
Oxley, so you must exclude those services.” 
	 “We needed to demonstrate to our clients that we could 
deliver superior results,” Jim said. “The tactic we adopted was 
to have one multidisciplinary team that approached each firm, 
with a full array of the services we could provide them.”
	 The strategy worked beautifully, and Deloitte moved ahead 
of its competitors. Jim Quigley is viewed by experts in the field 
as having done a masterful job of leading the process--care-
fully and skillfully reintegrating the two halves of the com-
pany, including realigning the technology tools, for a winning 
customer-centric approach. 
	 “Our goal was clear, undisputed leadership in professional 
services,” he said, and Deloitte achieved that. “We became an 
integrated, multidisciplinary firm . . . and that has made all the 
difference.”  

Ethical Issues and Strengths
Deloitte spends a lot of time training its 182,000 employees in 
ethics. It has a Chief Ethics Officer and a Hotline to monitor 
ethics issues.
	 In addition, Deloitte is regarded as having created a 
culture that effectively recruits, fosters, promotes, and retains 
women. Its “Women’s Initiative” program, WIN, was started 
in 1993 and really was championed “by Mike Cook, one of my 
predecessors,” Jim said. For women on the partner track, the 
program includes personal coaching, mentoring, individual-
ized development, and a degree of flexibility for family needs—
for taking time off when a child is born, for example. 
     

Acquiring Values
Mr. Quigley’s first job, at age 10, was rolling hay bales toward 
the hay stack, in Kanosh, Utah. He moved a lot of sprinkler 
pipe, too. “Let’s just say, I know a lot about irrigation,” he com-
mented wryly. “I acquired a strong set of values and a strong 
work ethic through my upbringing. That kind of foundation 
built in rural America can stand anyone in good stead,” he 
concluded. 

Jim Quigley

1974 B.S. in Business from USU, 
2008 Honorary Doctorate in 
Business from USU, Global CEO 
from 2007 until June 2011 of 
Deloitte Touche Tohmatsu, Ltd.
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The Scope of His Position
Young-Chul Hong’s father, Suk-Cheon Hong, founded a 
company in 1945 that became Kiswire Trading in 1960. After 
Young-Chul earned an MBA at Utah State in 1973, he returned 
to Korea to work with his father, rising to President and CEO 
in 1988. The firm had revenue of about $200 million then, and 
this year revenue will be about $2 billion. 
	 In somewhat characteristic Asian fashion, the company de-
scribes itself in almost poetic terms: “As a child’s piano melody 
floats through your home, As cars weave through the morning 
traffic, As a bridge sparkles in the early morning sunlight, And 
as an elevator takes you up to the office, Much more than you 
realize, Kiswire is near, Making our world a better place.” 

Critical Strategic Decisions
Young-Chul said, “The first thing I did in 1988 was ‘globaliza-
tion.’ I established manufacturing facilities in Malaysia in 1989, 
then China, and the U.S., and now I am building factories in 
Vietnam and India.” The company started with sales in Korea 
only, and today 70% of revenue comes from outside of Korea.
	 He made the decision in 1990 to create the only high car-
bon steel wire manufacturing technology R&D center in Korea. 
A number of significant advances have come from that, includ-
ing the development in 1993 of “cable stayed bridge” wire 
and “suspension cable bridge” wire; then in 1997, the center 
developed oil-tempered wire. 

Ethical Issues and Strengths
Young-Chul championed the idea that “the only way to co-
prosper in this highly competitive market is to form a coalition 
between the labor union and management.” In 1995, the entire 
staff, including management and the labor union, issued an 
amazing joint resolution of “No Strikes Ever.” 

	 Young-Chul said his first principle of leadership is, “I need 
respect from the people surrounding me, especially from my 
employees, and the biggest part of respect comes from the ethi-
cal aspects of myself.”  

The Scope of His Position
Jonathan is one of the largest stockholders in the giant Wasatch 
Real Estate. He is a General Partner in Woodbury Strategic 
Partners, a private equity fund that has five assets and plans 
to grow to 20 to 30 assets, ultimately with some $400-$600 
million of real estate, including retail, office, multi-family, and 
even student housing.
   In 1993 he became the majority owner, President and CEO of 
Eagle Gate College Group, a for-profit education business that 
today has 250 employees and 1,800 students in five locations. 
Over the next three-to-five years, he plans to double its size.  

Acquiring Values
In 1938, Jonathan’s father and grandfather, Reed Bullen and 
Herschel Bullen, Jr., joined together with Jim Laub’s grand-
father to start the seventh radio station in Utah, KVNU. 
Eventually Reed Bullen bought out the other partners. Years 
later, Jonathan started working as a janitor at the radio station, 
for $1.65 an hour. He hauled hay in the summer and then 
worked as a disc jockey, sales manager, and general manager 
of the station. He says that these early experiences instilled a 
strong work ethic in him.
	 When he graduated from college, he worked at the radio 
station on 14th North in Logan, for $1,000 per month. The 
radio station became a real community center, and because of 
it, “We kind of knew everybody,” he said. As a result, “a real 
sense of community got embedded in all of us.”

Critical Strategic Decisions
On a parallel track, in 1965 when Jonathan was 12 years old 
he said, “My father had the foresight to acquire the cable 
franchise for Cache Valley, together with his two brothers and 
sister. They owned half, and Bonneville owned the other half. 
The first customer was hooked up in 1971.”
	 Jonathan worked hard selling the franchise to each mu-
nicipality in Cache Valley, starting with Hyrum. He found the 
work stimulating. Eventually the LDS Church decided to sell 
its Bonneville holdings in cable, and Jonathan wanted to bor-

Jonathan Bullen

1978 B.S. Degree in Business 
from Utah State, 1978 graduate 
of the NAB Management Seminar 
at Harvard, successful real estate 
investor, President and CEO of 
Eagle Gate College Group

Young-Chul Hong

1971 BA from Yonsei University 
(the oldest private university in 
Korea, based in Seoul), 1973 MBA 
from USU, CEO from 1988 to the 
present of Kiswire Trading, Inc., a 
global leader in the specialty steel 
industry.

“We became an integrated, 
multidisciplinary firm . . .  and that 
has made all the difference.”  

— Jim Quigley



19

row $5 million to buy Bonneville’s half. At the time, no Utah 
banks would even bid on the loan without the usual assets, 

“land and cattle,” to secure it. 
	 Finally he approached the Philadelphia National Bank. 

“They had been educated about the cash flow and profitability 
of cable TV by Ralph and Bryan Roberts, who owned and ran 
Comcast,” he said. The Philadelphia bank was more than will-
ing to make the loan. Jonathan bought Bonneville’s half and 
was able to buy his relatives’ shares about four years later.
	 Then the big cable players such as TCI, Cox, and Comcast 
began buying up the smaller companies. “TCI would say to 
the cable operators, ‘We can own you now or we can own you 
later,’” Jonathan said. While he hadn’t intended to sell, “I could 
see that we were a middle-sized fish in a business that was 
becoming populated with whales.” Ultimately he sold to cable 
operator Chris Cohan, who owned Sonic Cable of California. 
The transaction was completed in 1990, and today, 21 years 
later, the cable business in Cache Valley is owned by Comcast.

Ethical Issues and Strengths
After Jonathan and his family moved to Salt Lake in 1992, they 
became majority owners of Eagle Gate College. He said, “We 
could see that the school was really making a difference in 
people’s lives. The typical student is age 25, female, member of 
a minority group, with children, a blue-collar job, and wants a 
part of the American dream.” 
	 He is proud of the innovative public-private relationship 
Eagle Gate has with USU. “Utah State teaches the general edu-
cation courses for us, in math and physiology and so on,” he 
said, via satellite, in Provo, Salt Lake, and Layton. 
	 Running Eagle Gate “is one of the hardest things I’ve ever 
done,” he said. “At graduation we have our students speak, and 
it’s so inspiring. They become more self-reliant, and they have 
dignity and confidence.” 

The Scope of His Position
Ron has been with Questar for more than 30 years. Its three 
business units are Questar Gas natural gas utility, Questar 
Pipeline, and Wexpro, a unique natural gas development sub-
sidiary. 2010 revenue was $1.1 billion. The company has 1,705 
employees and serves about 900,000 customers in Utah.

Critical Strategic Decisions
In April of 2010, the company announced the spinoff of its 
high-growth exploration and production subsidiary, Questar 
Market Resources, which was renamed QEP Resources. Ron 
wrote in the Letter to Shareholders that the decision created 

“almost $1 billion in shareholder value between the announce-
ment and spinoff date. QEP began trading separately on July 
1 [2010] and was immediately included in the S&P 500 stock 
index, while Questar joined the S&P Mid-cap 400 Index.”
	 He continued, “With the spinoff, we have rebalanced and 
refocused on our roots as a Rockies-based integrated natural 
gas company.” 

Leadership Learning
In his position as CEO, Ron said, “I have realized the importance 
of balance and the need to always stay focused on employees, 
customers, and shareholders. I believe that in my position, it is 
critical to do all I can to establish and cultivate a culture of trust.”

Leadership Challenges
“My most challenging and difficult leadership experience in-
volved an unfortunate accident that resulted in the death of an 
employee and one of our customers,” Ron said. “We hadn’t had 
a business-related fatality for over 50 years, and literally in one 
night, my career and leadership perspectives changed forever. “
	 He continued, “I needed to provide the leadership to help 
our employees and customers through that most difficult time. 
I made commitments to our people and our customers that 
have driven my decision making ever since. Although you can 
never do anything to make up for the loss of a life, we have 
created an environment that potentially could save lives in the 
future, as a result of this experience.”

The Scope of His Position
After 28 years in healthcare and moving his family ten times, 
Ron Labrum joined with some other investors and the private 
equity group TPG to buy the Fenwal division of Baxter in 2007. 
Fenwal now has close to $700 million in annual revenue, and 
operates in more than 100 countries on six continents, with 
5,000 employees.

Ron Jibson

1978 B.S. Degree in Civil 
Engineering from Utah State, 
MBA from Westminster, CEO of 
Questar Corporation since 2010, 
prior to that President and CEO 
of Questar Gas, the distribution 
business within Questar, from 
2008 to 2010. 

Ron Labrum

Bachelor’s Degree in Business 
Administration from Utah State, 
President and CEO since 2007, of 
Fenwal, a global leader in blood 
transfusion medicine for more 
than 50 years; previously Ron was 
Chairman and CEO of Cardinal 
Health’s $70 billion Healthcare 
Supply Chain Services segment.
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Critical Strategic Decisions
When Baxter decided that Fenwal wasn’t core to its strategy, 
the division was put up for sale and auction. During that two-
year process, Ron said, “the business lost 50 share points.” His 
group’s research revealed, though, that the Fenwal name had 
real value in the marketplace, particularly if they could rejuve-
nate the business. So they bought it.

Leadership Challenges
Some acquisitions are “lift and shift,” Ron said, but they had 
to disentangle Fenwal from Baxter, a very integrated business 
with a number of shared support services. Ron’s team con-
solidated the number of manufacturing facilities from 16 to 
five, and the number of offices abroad from 16 down to one in 
Europe--Brussels, and one in Asia--Beijing.
	 Then they established a common vision, including putting 
in place several metrics, such as key promoter scores—how 
does the customer feel about us? They aligned compensation 
with those metrics.
	 The top management group had to tackle some cultural 
issues; people from different European countries didn’t neces-
sarily get along well. They established a focused communica-
tions process to reinforce the necessity and benefits of working 
together. 
	 He and his team identified the promising projects in 
research that had been abandoned or starved of resources 
along the way. “We went through a rigorous process to ensure 
the current market viability of each potential product,” he said. 
This resulted in the number of new products in the pipeline 
tripling.

Leadership Learning
Ron acknowledged some mistakes that were made in the 
process of revitalizing Fenwal. “We did two things that were 
popular but turned out not to be right—outsourcing customer 
service and financials, both payables and receivables,” he said. 
The outsourcing became “an absolute disaster,” he said, and 
those functions were brought back in-house.
	 He believes that one of the best decisions he ever made 
was to accept the lowest paying job offer he got when he was 
about to graduate from Utah State, an offer from American 
Hospital Supply. He knew they had a strong leadership training 
program and that if he did well, he would be given a part of 
a business to run after the training. He got the job, and that’s 
exactly what happened.

The Scope of His Position
Elder Steven E. Snow has a job where his bottom line is 
measured not in dollars but rather in spiritual leadership 
terms. A former attorney, Elder Snow is now a member of the 
Presidency of the Seventy in The L.D.S. Church, and his re-
sponsibilities include shepherding nearly two million members 
of his church in Utah. In this role, he recently led a successful, 
but logistically challenging, change in the way congregations of 
young single adults, ages 18 – 30, are organized. 

Critical Strategic Decisions
Before he left his private practice as an attorney in 2001 to 
serve his church full time, the firm he founded along with 
David Nuffer included 25 attorneys located in St. George and 
Salt Lake City.
	 In the 1980s Salt Lake firms wanted to establish branch 
offices in St. George with and through his firm. Instead, he and 
his partners decided to tap their own entrepreneurial instincts 
and see how their business model would play in Salt Lake. By 
2001, their Salt Lake office successfully employed 14 attorneys.

Ethical Issues and Strengths
Elder Snow said attorneys receive extensive training in ethics 
that make the ethical path forward clear when it comes to legal 
matters. He said sometimes people don’t understand why attor-
neys defend people who are guilty. 
	 “We know, from our training and from the Constitution, 
that everyone is entitled to representation, so I have no prob-
lem with a vigorous defense of criminal defendants,” he said. 

“That makes the system work. If you or I were ever caught up in 
that system, we would want it to work for our benefit as well.”

Leadership Learning
He has served as the chair of the Board of Regents in Utah, the 
chair of the Western States Commission of Higher Education, 
and the chair of the Grand Canyon Trust, an environmental 
organization--all positions that required him to build consen-
sus and make strategic decisions about where to invest limited 
resources. He said that building consensus and developing a 
shared vision delivers the best long-term results. 

Elder Steven  E. Snow

1974 Bachelor of Science Degree 
in Accounting from USU, law 
degree from BYU, practicing at-
torney until 2001, member of the 
Presidency of the Seventy in the 
L.D.S. Church since 2001

“I have realized the importance of 
balance and the need to always 
stay focused on employees, 
customers, and shareholders.”  

— Ron Jibson



It would be easy to argue that the world could use a little dose 
of Stephen R. Covey, the Jon M. Huntsman Presidential Chair 
in Leadership.
	 One need not search the news too deeply to find evidence 
of clashing ideologies, frustrated activists, and unsatisfying 
compromises. When so many issues are resolved by debates 
and poll numbers, and are tracked as wins and losses, many 
people are interested in finding a better way. 
	 Help may still be a few weeks away, when Dr. Covey’s 
latest book, The Third Alternative: Solving Life’s Most Difficult 
Problems, hits the shelves. And while it’s unlikely that the world 
will immediately shift gears because of a new book, one could 
argue that the principles in Dr. Covey’s book, if applied, could 
change the game. In the book, which explores the benefits of Dr. 
Covey’s version of synergy, he offers some ideas that could bene-
fit anyone who feels they have been locked in a no-win situation 
where conflicting views seemed destined to clash forever. 

	 The Huntsman Alumni Magazine was offered an early look 
at the book.  On the surface, it may seem to be simply about 
how to compromise more effectively, but there’s much more 
there. Rather than advising people to find common ground, Dr. 
Covey suggests people can find new territory—a place where a 
third alternative can be discovered. He says true synergy is not 
about compromise that creates lose-lose agreements, but it is 
about finding ways to create new solutions that are far better 
than either side’s proposal alone.
	 Professor Covey says that very few people understand true 
synergy, and yet he describes this concept as “the highest and 
most important insight I have learned from studying those 
people who lead truly effective lives.”
	 In the book, Dr. Covey gives an example of a leader who 
helped an employee find a third-alternative solution. The 
worker took a job at a lower salary than he had hoped for just 
to get in the door. He soon discovered his new wages were not 

3rd

Stephen R. Covey’s latest book opens the door
to “Third Alternative” solutions 
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Stephen R. Covey addresses faculty and students during Business Week 2010.

enough, and his family was struggling to make ends meet. He 
decided to approach his boss, and found her open and willing 
to listen to his concerns. 
	 “She just listened, and I talked quite a lot about what I’d 
been doing for the firm. She asked me what I thought about 
the company, its customers, its products. It was odd. We had 
this long conversation that I thought was going to be about my 
pay, but instead it was about me — how I was doing, what I 
thought, what I’d learned in my few months at the company.
	 “Then she asked me about a certain customer I’d been 
working with. She wanted to know my ideas for expanding 
our business with that client, and I actually did have some 
thoughts that I shared.
	 “A couple days later, she invited me back into her office. 
Three or four other people joined us, and she had put up on a 
whiteboard my ideas for this client. We had quite the discus-
sion, and a lot more discussions after that. I was excited. Finally, 
they offered me an expanded job with higher pay and responsi-
bility for a new level of service to this important client.”
	 Dr. Covey cites a number of other examples where third 
alternative thinking helped people solve vexing problems. 
He said in 1992 a new type of cholera raged through India. 
Politicians and health workers fought over the expense and 
difficulty of purifying water in the hardest-hit areas of the 
country. An Indian scientist, Ashok Gadgil, however, looked 
at the problem in a new way and developed a process to use ul-
traviolet radiation to destroy bacteria in the water. He invented 
an ultraviolet water purifier that can run off a car battery and 
decontaminate a ton of water for about half a cent.
	 Covey suggests a four-step process to finding synergistic 
solutions. 	 Dr. Covey wrote the internationally best-selling book The 

7 Habits of Highly Effective People that was recently named as 
one of the 25 “most influential business management books” 
by TIME Magazine. In his new book he is offering additional 
insight aimed at helping people better understand the basic 
principles he taught in his first book, especially those directly 
relating to finding synergistic solutions. 
	 Dr. Covey has never been one to propose shortcuts to bet-
ter character or manipulative management techniques. In his 
book he warns that it takes patience and persistence to harness 
the benefits of true synergy.
	 “In The 7 Habits, I was able to deal with this principle in 
only a general way, but in this book, I invite you to explore it 
with me much more broadly and deeply,” he writes. “If you pay 
the price to truly understand it, you’ll never think the same 
way again. You’ll find yourself approaching your most difficult 
challenges in life in an entirely new, exponentially more
effective way.”  

In February 2010, Stephen R. Covey became the first Jon M. 
Huntsman Presidential Chair in Leadership. In his role as a 
research professor he continues to write and influence leaders 
around the world who want to center their lives on timeless 
principles and synergistic practices.
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4. �Keep working at it until you 
reach “synergy.” Dr. Covey 
says that you can tell when 

that happens because 
there is a “burst of 
creative dynamism” 
and excitement in 
the room. At that 
point hesitation and 
conflict are gone. 

1. �Ask the people involved if they are willing to go for a 
solution that is better than what either side has come up 
with before.

2. �Define success. “The idea is to come up with a clear 
vision of the job to be done, a list of criteria for a 
successful outcome that would delight us both — criteria 
that would move beyond our entrenched demands.”

3. �Brainstorm and search for new solutions. 
Turn your thinking upside down and 
experiment with radical possibilities. 
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According to leadership expert Noel Tichy, “Winning com-
panies win because they have good leaders who nurture the 
development of other leaders at all levels of the organization.” 	
	 Nurturing leadership across the organization doesn’t 
happen by chance — it requires focused attention, starting at 
the top of the organization. To gain greater insight into key 
processes for growing leaders, we interviewed two graduates of 
the Jon M. Huntsman School of Business, Mark James, senior 
vice president of human resources and communications at 
Honeywell, and Steve Milovich, senior vice president of human 
resources, Disney/ABC Television.
	 Both men said they see leadership development as core to 
their strategy and operations. 
	 “I think the best gift we can give every employee in our 
company is a great leader to work with,” Mr. Milovich said. 

“Leadership is one of the top determinants of why people 
join and stay with a company. That makes all the difference in 
the world.” 
      At Honeywell, developing leaders is strategic and systematic. 
	 “It’s not that we’re doing it because we want people to 
self-actualize and that sort of thing,” Mr. James said. “We 

have a business and shareholder 
purpose behind why leadership 
development is so core to what we 
do. We have a strong belief that we 
would rather grow our own leaders 
internally, no matter what country 
they’re in, rather than hiring some-
one from the outside.” 

	 Consistent with this belief, in recent years Honeywell has 
filled 85 percent of its senior management openings internally. 
In Mr. James’s mind, leadership development is central to 
achieving Honeywell’s commitment to customer and share-
holder performance. 
	 Growing leaders requires multiple elements, includ-
ing identifying potential leaders and developing their skills 
through stretch assignments, developmental experiences, and 
mentorship, according to both Mr. James and Mr. Milovich.
	 “We have to hone the capability of our leaders to excel in 
every facet of their role: the technical and creative as well as the 

by steven h. hanks, Ph.d.

“Leadership is one of the top determinants of 
why people join and stay with a company.”

— Steve Milovich

Growing strong leaders
at Disney & Honeywell
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people-focused element,” Mr. Milovich 
said.
	 Central to Honeywell’s strategy for 
leadership development is identification 
and rigorous assessment of leadership 
talent.
	 “There are the usual ways to iden-
tify people, either by observing strong 
performance or business results, or 
someone who demonstrates they are 
capable of driving a lot of change, or 
someone who comes up with a remark-
able marketing or business develop-
ment strategy, or excels in operations or 
invents something in our engineering 
group,” Mr. James said. “These are the 
normal ways, but I think what distin-
guishes Honeywell is the emphasis that 
we put on what we call the MRR, the 
Management Resource Review. It’s a mix 
of assessment and succession planning 
and development.”
	 Mr. James talked about the process.
	 “Not only do you as a manager assess 
your own talent, but you explain it your 
boss who explains it to their boss and it 
goes all the way up to the top where Dave 
Cote (Honeywell’s chairman and CEO) and I sit down with ev-
ery business president, every functional leader, and the people 
below them a level and we talk about all the people who work 
for them,” James said.
	 “A commitment to leadership development really starts at 
the top of the organization,” said Mr. Milovich. 
	 Mr. James agrees. And while HR, Learning and 
Organizational Development can play a facilitative role, leader-
ship development is driven by line executives in both organiza-
tions, starting with the CEO. 
	 The person who owns the MRR is line management, and 
that’s driven by Dave Cote. He schedules all the meetings, he 
asks the business leaders to talk before the HR person talks. 
And when your CEO expects the business president to know 
all the people working for him a couple layers down and details 
about what makes those people tick and what their weaknesses 
are, that’s what makes all the difference in the world.
	 A key focus at Disney in recent years has been the devel-
opment of bench strength, said Mr. Milovich. Each manager 
holds responsibility for developing leadership talent below 
them, with increasing accountability for having a “viable slate 
of succession candidates” for key positions. 
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“We have a strong belief that we would 
rather grow our own leaders internally, no 
matter what country they’re in, rather than 
hiring someone from the outside.”

— Mark James

“A commitment to leadership development 
really starts at the top of the organization.”

— Steve Milovich
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	 Mr. James reports that Honeywell executives are responsi-
ble for assessing not only the performance of subordinates, but 
their promotability as well. In the review process, subordinates 
are sorted into the following categories: 

	 • �High Potential - capable of two moves up in the next five 
years 

• �Promotable - capable of one move in the next five years 

• �Valued Contributor - good fit at present level

• �Placement Issue - not performing well; either in wrong 
job, or needs to be let go

	 Both organizations have a mix of formal and informal 
programs for developing leadership talent. These include 
leadership, and executive development programs. At 
Honeywell, Mr. James reports that senior executives have 
formal mentorship assignments.
	 Dave Cote and everybody on his staff each mentor three or 
four high potential leaders. 
	 “They might be a couple of moves away from our job, or 
they might be just one move away from our job and we mentor 
them in whatever their key development areas are, in order to 
make them ready to become one of us at some point,” he said. 

“Then, that same thing happens in each of the businesses and 
the functions.”
	 While the process is “more organic” and “less process 
driven” at Disney, Mr. Milovich reports that the responsibility 
for identifying, developing, and mentoring talent is core to the 
leader’s role. 
	 Central in all of this is the integration of leadership and 
talent planning with the strategic planning processes of the 
firm. At Honeywell, the MRR process is tied integrally to 
the organization’s five-year strategic forecast as well as the 
annual operating plan. Mr. James explains that when Mr. Cote 
conducts reviews with individual businesses, they spend the 
morning reviewing the MRR and then the afternoon and 
evening reviewing the strategic, or annual operating plan of 
the business. 
	 “It’s not just about managing headcount and cost. It’s really 
key for us to build organizational capability, and so there’s 
much more rigor put on that in our planning process,” Mr. 
Milovich said. “The strategic framework around organization 
and people is embedded in the long range and annual operat-
ing plans, and leaders are held accountable.” 
	 At both organizations, the acid test for their lead-
ership development initiatives comes when 
someone leaves and you have to fill their 
position. Is someone waiting in the 
wings, fully prepared to step into 
the job?
	 “Our MRR process en-
sures we have strong people 
ready,” Mr. James said. 

“We don’t use interim 
roles while we’re search-
ing for a successor. You 
just don’t see that 
happening here.” 
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EPIC Aviation, Scott’s current 
company, is one of the largest aviation 
fuel distribution companies in the 
US and Canada. Epic is involved 
in the construction, management, 
and operations of more than 200 
commercial and general aviation fueling 
centers at airports in China to be 
developed over the next decade. Other 
services such as aircraft maintenance, 
flight support, aircraft management, 
aircraft charter, and concierge will be 
part of the overall operations. 

Scott’s BillMatrix Corporation started 
in 1999 to experience a ten-year period 
of explosive growth, averaging more 
than 60 precent per year. The company 
was acquired in 2005 by Fiserv, Inc., for 
$350 million.

Scott owns ProCore Laboratories, a 
manufacturing contract fill company 
that opened its doors in March of 
2007 and achieved positive cash flow 
in eight months. The company enjoys 
substantial growth in revenues and 
is expected to reach more than $50 
million in revenue.

Scott is on the Board of Trustees 
for the Thunderbird School of 
Global Management, the number 
one ranked international graduate 
school. The Walker Center for Global 
Entrepreneurship at Thunderbird, which 
Scott helped underwrite in 2005, 
carries his name.

Scott Walker received a BA from Utah 
State University (1977) and an MBA 
from Thunderbird School of Global 
Management (1981). 

In 2006, Scott was awarded the 
prestigious Ernst & Young Entrepreneur 
of the Year® award for Service in the 
Southwest Region of the United States.

 

More about Scott:

Scott Walker (BA ‘77)
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2011Distinguished Executive Alumnus Award

	 A conversation with Scott Walker about his vi-
sion for business success in a global economy is a lot 
like riding a new super roller coaster at a theme park. 
The discussion starts on a positive climb, followed 
by a quick decent into the realities of the current 
business environment, followed by a series of climbs, 
rolls, and dives as he explains the highs and lows of 
life as a creator of value and wealth. 
	 Scott Walker has a history of building success-
ful new companies in multiple industries. He is a 
well-known entrepreneur, philanthropist, and leader 
in the financial technology industry. Through the 
creation of Billmatrix, Scott is largely credited for 
creating the electronic direct billing industry in bill 
payment. After selling Billmatrix in 2006 for $350 
million, Scott was given the 2006 Ernst & Young 
Entrepreneur of the Year® award for the Southwest 
Region. The same year, Scott received the Pinnacle 
Award from the Sales & Marketing Executives 
International Academy of Achievement. 
	 Today Scott devotes much of his time to lead-
ing EPIC Aviation, one of the largest aviation fuel 
distribution companies delivering Avgas and Jet A 
fuel to both general aviation enthusiasts and large 
commercial carriers in the United States and Canada. 
EPIC has also been working with the Chinese com-
pany responsible for all jet fuel delivery throughout 
the country, and is entering a joint venture in which 
it would undertake the development of general avia-
tion throughout China. 
	 The most intriguing component of Scott’s story is 
its humble beginning. His story could easily be our 
own story of success if we were equally prepared to 
sacrifice, apply a focused commitment to succeed, 
and have a healthy dose of stubbornness. It is a story 
laden with disappointment, false starts, and signifi-
cant paradigm shifts in the economy. The difference 
for Scott has been the relentless pursuit of what he 
believes about life: “Capital, and eventually suc-
cess, will flow where it is treated best. Success seeks 
you out if you have a strong vision, a recognizable 

opportunity, and the will to make the 
vision a reality.” Scott pulls no punches. 
He believes it takes true grit to be an 
entrepreneur and suggests the following 
attributes of a successful entrepreneur: 
enthusiasm, courage, perseverance, 	

		        knowledge, clarity, and flexibility.  
	 Today, Scott continues to create and drive 
successful businesses in the packaging, energy, 
wine, and global aviation industries. While these 
areas pique his business interests, he also passion-
ately pursues opportunities to share his experi-
ence and life lessons in an academic setting. In 
2005 he established the Walker Center for Global 
Entrepreneurship at the Thunderbird School of 
Global Management. He is also a member of the 
Executive Board of Directors of the Cox School 
of Business at Southern Methodist University and 
an advisory board member of the Institute for 
Innovation and Entrepreneurism at the University of 
Texas at Dallas. 
	 Scott’s passion about education is reflected in his 
commitment to helping young entrepreneurs discov-
er their own purpose and potential. “I am concerned 
about a generation that expects the government to 
give them something. We must find and encourage 
leaders who want to add value and make a difference 
in the world.”
	 Ask Scott what fulfills him the most and he will 
tell you, “making sure the next generation ‘gets it’ and 
has the skills and abilities to be successful.” He con-
tinues, “I see a trend towards more divergence, I think 
fewer people are willing to do what it takes to change 
the world. I want to be a change agent, through edu-
cation, to help the next generation see that they can 
create real value and make a difference in the world.”
	 Douglas D. Anderson, Dean of the Huntsman 
School, noted that “Scott represents the four pillars 
of our school, global vision, entrepreneurial spirit, 
analytical rigor, and most of all ethical leadership, 
throughout his life. He is a tremendous model for 
the entire USU community.”
	 Scott said he was very honored by this recogni-
tion, and quoting Winston Churchill, he shared a 
thought that continues to drive his actions, “Earning 
a living is not counting what you get out of life, but 
what you give.” 

BY troy oldham
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For Scott Walker (BA ’77), recipient of the Jon M. Huntsman 

School of Business 2011 Distinguished Executive Alumnus Award, 

the ultimate measuring stick of his life is helping the next 

generation of global entrepreneurs realize their potential.

Global Entrepreneur Earns
Top Huntsman School Honor
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$500,000 and above
The Huntsman Foundation
Menlo F. Smith

$100,000 – $499,999
Charles G. Koch Charitable 
Foundation
James H. & Bonnie B. Quigley

$50,000 - $99,999
Dell Loy & Lynnette Hansen

$10,000 – $49,999
Academy Mortgage Corp
Alan & Kathleen Allred
Gary & Marjorie Anderson
Ascend HR Solutions
Timothy & Paula Barney
Gary R. & Karen K. Black
Brian & Natalie Broadbent
C. Fred & Leora Mae Evans 
Family Charitable Foundation
Scott G. & Catherine B. Davis
Deloitte Foundation
Blake E. & Alison Dursteler
Eccles First Security Foundation

Goldman, Sachs, and Company
Larry & Myra Hendricks
David D. & Loretta S. Hickox
Mark K. & Wendi Holland
KPMG Foundation
Crystal Call & Chuck Maggelet
David Moore & Suzanne Pierce-
Moore
Mountain West Small Business 
Finance
Bill & Billie Murray
J. Duane & Marci Shaw
The Black Family Foundation
The Call Foundation
Kay & Judy Toolson

$5,000 – $9,999
Douglas & Katherine Anderson
C. Mark & Mary Bold
Kent E. Bracken
George Herbert & Helen Champ
William H. & Patricia Child
Ernst & Young Foundation
M. K. & Ellen Rae Jeppesen
Glenn N. & Karen Larkin
Kurt L. & Dawn Larsen
Lincoln Financial Foundation

Steve, Jr. & Tammy Milovich
Dennis A. & Julie Ann Parker
Questar Corporation
Rio Tinto
Frank D. & Anita F. Shuman
SLT Consulting, LLC
Ross D. & JoAnn S. Stokes
Steven & Betty Stokes
Target
Bruce & Karen Thompson
vSpring Capital, LLC

$2,500 – $4,999
AIM Utah
Charles M. Alexander
Delonne Anderson Family 
Foundation
Margaret F. Anderson
Gail & Martha Anger
Autoliv ASP, Inc.
Haven J. Barlow
The Church of Jesus Christ of 
Latter-day Saints Fndt
Deloitte & Touche, LLP
Epic Ventures
Mark V. & Jennifer Erickson
Goodyear Tire & Rubber 

Company
Douglas J. & Toni K. Hansen
H. Kent Hansen
Jones Simkins, LLP
Blake Kirby
Stephen & Michelle Koch
Roger & Rebecca McOmber
Bradly & Christy Oldroyd
Peterbuilt, LLC
Jack & Marsha Peterson
Steve & Chanin Peterson
William & Carol Rich
Gregory D. Shuman
TeamOne Management, Inc.
Clark & Jennifer Whitworth
Paul & Marilyn Woodland
Workman Nydegger

$1,000 – $2,499
Dustin S. Allen
Curtis & Venice Andersen
Ballard Spahr LLP
Anthony & Janell Berrett
Erika D. Bonner
James & Gayle Brackner
Brigham Young University
Tracy L. Burr

W. Boyd & Jean Christensen
Frank A. & Caroline Condie
Darrell L. & Jean Deem
ExxonMobil Foundation
Christopher &
Christa Fawson
Diane Fejes
HJ & Associates, LLC
Paul & Jan Judd
Joseph L. & Diane Keller
Jack D. & Betty Lampros
David & Karen Luthy
Gene W. & Ruth E. Miller
Scott & Shiree Nixon
Tyler R. & Marce Olsen
Sumol Padungchai
Elder L. Tom Perry
Eric & Michelle Rasmussen
Schmitt, Griffiths, Smith & Co., 
P.C.
Schwab Charitable Fund
Dennis & Lynn Sessions
Randy & Janet Simmons
K. Michael & Barbra Spuhler
State Farm Companies 
Foundation
Donnell B. & Elizabeth D. Stewart 

contributions

leadership gifts

2010-2011 Giving
to Jon M. Huntsman School of Business

In recognition of individuals and organizations whose cumulative giving exceeds $100,000.

In recognition of individuals and organizations who contributed in 2010 – 2011.

Society of 1888
$25,000,000 or more
The Huntsman Foundation

Juniper Society
$1,000,000 – $10,000,000
George S. & Dolores Doré Eccles 
Foundation 
Woodey B. Searle & Vonetta S. 
Searle Trust
Dell Loy, ‘82 & Lynnette Hansen, 
‘73 & ‘75
Vernon M. Buehler, ‘41
Menlo F. Smith

Benefactor
$500,000 – $1,000,000
IBM Corporation

Oracle Corporation
Young-Chul, ‘73 & Mira Wie 
Hong
Mignon Perry, ‘41 & ‘47
James H., ‘74 & Bonnie B. 
Quigley, ‘74

Dean’s Circle
$100,000 – $500,000
Rational Software Corporation
Joseph L., ‘67 & Diane Keller
Workers Compensation Fund 
of Utah
Donnell B. & Elizabeth D. 
Stewart Education Foundation
Harold C., ‘42 & Grace M. Steed, 
‘46
Jack D. & Betty Lampros
Mark K., ‘86, ‘88 & Wendi 
Holland

Ernst & Young Foundation
The Tanner Charitable Trust
Joseph L. & Karen Black, ‘58
Edna Southworth
Morris H., ‘35 & Loree McGee 
Wright, ‘37
Eccles First Security Foundation
Boeing Company
O. C. Tanner Company
Gary, ‘78 & Marjorie Anderson, 
‘78
Philip Kyupin, ‘68 & Gemma 
Yang Hwang, ‘68
Gary R., ‘63 & Karen K. Walton 
Black, ‘65
Estate of Leah M. Wright, ‘27
Great Plains Software
Jay H. Price, Jr., ‘93
Ford Motor Company

Charles G. Koch Charitable 
Foundation
Harold W., ‘48 & Ruth B. Dance, 
‘49
Val A. Browning Foundation
Ross E. ‘60 & Nancy Kendell
Jim K. Sorenson, ‘70
Kem & Carolyn Gardner
David D., ‘77 & Loretta S. Hickox
Alan, ‘74 & Kathleen Allred, ‘72
Brian, ‘93 & Natalie Broadbent, 
‘94
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Education Foundation
Sweet Candy Company
Cortney Taylor
Kip S. Thorne
Wells Fargo Educational 
Matching Gift Program
David G. Zlotnick

$500 -$999
John Aoki
Greg & Cindy Bangerter
Barrick Gold of North 
America, Inc.
Tyler & Marni Bowles
William W. Brinton
Steven & Kathryn Bylund
C. Gordon Call
Campbell Scientific, Inc.
Dr. Gerald Keith Davies
David W. & Mary Driggs
Brik & Susan Eyre
Fannie Mae
Tyler & Anna Gillespie
Kevin G & Christine M. Hasler
Brian M. Huculak
W. Craig Jarrard
Gaylyn Larsen
Logo Shop
Blake & Dianne Loveland
Patrick Morton
Robert & Beverlee Murray
Martin James & Patsy H. 
Nodilo
Richard & Laurel Ostberg
Katherine Papanikolas
Sheldon & Angela Peck
Jason & Melanie Pond
Dwight Reilly
Kenneth Rose
Michael Ross & Jessica R. 
Seeley
Miran Seo
Clark P. Skeen
Clifford & Janice Skousen
Sustainable Business Solutions, 
Inc.
TCR Composites
Gary L. Theurer
Jeffery Lynn Verhaal

Larry A. Ward
Jason & Rebecca Wendel

$100 -$499
N. Keith Abbott
Nathan Abegg
David Hiet & Tonya Ackerman
Andrew R. Adams
Tyler G. & Tiffany Alleman
Matthew B. Allen
Rick & Tamara Allen
Alliant Energy Foundation, 
Inc.
John Lionel Allsop
Marty & Melanie Allsop
Clinton T. Anderson
Ryan Lynn Anderson
Read Archibald
Charles & Judy Atwood
Steven & Heidi Baer
Douglas J. & Chelsey Banks
K. Kole Bare
Sheldon Keith Barfuss
Dean & Lyn Barker
Gregory S. Bassett
David W. Baugh
Sidney L. Beckstead
Daniel K. & Marilyn Bell
Frederick Oscar Benson
Scott & Melissa Berkley
Rulon Dean Bickmore
Kraig Robson Black
Ingrid Blankevoort
Robert D. Bond
David & Erin Borjas
E. George Bower
James C. Breitweiser
Lynn C. Brenchley
Ralph D. Briscoe
Robert Brown & Sandra 
Thorne-Brown
James W. Chadburn
Thomas & Lynette Checketts
Shih-chu & Hwai-hwei 
Chen
Shiann-Jang & Jin-jy Chern
Anthony C.D. Choi
Leah Christensen
Leo D. Christensen

Eric J. Church
Thomas & Stephanie Colligan
Robert & Janice Colson
Sherman & Rebecca Conger
Matthew Todd Cook
Ward Coombs
Patrick & Ann Coppin
Morgan A. & Katie Cox
Dr. Raymond M. Crews
Timothy Dall
David & Jean Dance
Bishwajit & Teresa Cole Das
Denzel Fred & Joan Datwyler
Michael D. & Erica B. Davis
Dean Foods Company
Richard & Suzy Dooley
Jeffrey & Sherlyn Doyle
Don L. Earl
Vicki L. Echols
James N. & Tamara Elwood
Todd & Sally Erickson
Chad H. & Sarah E. Evans
Kent & ReNae Evans
John R. & Teresa L. Eversman
Frank Fath
John & Nancy Ferderber
Melvin H. & Linda Fonnesbeck
Craig Alan Fry
Herbert & Rosemary Fullerton
Craig C. Funk
Cara L. Galleni
David Thomas Garbett
David S. & Ann Geary

Thomas R. Gillpatrick
Gerald E. & Joanne L. Goddard
Walter & Jolene Graham
David & Tammy Grange
Robert & Judy Green
Matthew A. & Deborah J. 
Grizzell
Edward R. Grunander
Ronald C. & Bonnie Hadfield
Donald & Jeri Hamilton
H. Reese Hansen
Spencer D. Harris
Steven & Cherri Hart
J. Michael Henrie
Kendall R. Heppe
James S. Hickman
Forrest E. Hill
Larry T. & Jolene Hill
Dara A. Hoffa
Daren & Lisa Hogge
Daniel Vance Holland
Loy A. Holt
Winnie W. Hou
George & Denise Houghton
Stephen E. Houghton
Duan-An Albert & Laura Hsu
Lisa Hubbs
Carl Hulet
Benjamin & Rebecca Hummel
Kimball Ray Humphrey
Robert & Angela Hunter
Thomas & Tracy James
Lynn E. & Irma Janes

Jerrold H. & Nannette R. 
Jensen
Jesse C. Jensen
Kenneth & Amy Jeppesen
Joshua David Jeppson
Brad & Rosemarie Johnson
Matt R. Johnson
Wally & Harriet Johnson
Christopher Jones
Fay Jones
Meredith A. Jones
Derek Douglas Joos
Allen & Kay Kartchner
Neal & Kathryn Kelly
Peter L. Kenney
Charles Klamm
Tad & Donna Koch
Travis M. & Kamille Kunz
David & Shanna Labrum
Robert M. Lamkin, Jr.
Kirk & Karla Larsen
Ben & Elizabeth Lawrence
Don C. Laws
Nile T. & Melanie W. Leatham
Pearl C. Lee
Paul Mark Lindley
Adam & Melanie Lloyd
Sheila Manning
Wesley C. Marler
Burton W. & Stephanie K. May
Robert Mayo
William G. McFarland
Bryan N. Mecham
Medtronic
Micron Technology 
Foundation, Inc.
Graham Miller, II
Harry Louis Miller, Jr.
Robert D. & Margo G. Miller
Kyle Morrell
Roger N. Mortensen
W. Budd Mortensen
Motorola Foundation
David W. Moyle
Jordan E. Needles
Newfield Exploration 
Company
Bonnie B. Newman
Nucor Steel Company
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When our children finished college it was easy to switch 
that portion of our budget from our children’s education 
to the creation of several scholarships at Utah State. We 
have now found great pleasure in making these gifts. As 
we learn about the difference that these contributions 
have made in the lives of students, particularly several 
single mothers, it confirms that this was a great decision.

William G. (BS, political science, ‘72) & Billie Murray

why we give

I give to the Huntsman School because I 
believe in our students.  I also give because 
supporting higher education is the right thing 
to do if you believe that education is the key 
to economic development and prosperity. 
Since most of our students work in Utah after 
graduation, my support helps them and helps 
the place I call home. 

Katherine M. Chudoba (BA, education, ‘77, 
College of William and Mary)

why we give
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Jeffrey & Diana Ogden
Tyler N. & Megan Oliverson
Clifford D. Olsen
Wynn B. Ormond
Jack W. Orrock

Paul H. Oto
Johnny & Jill A. Pappas
Julie K. Percy
Joshua E. Perry
Linda Kay Pilgrim
Shirley Ann Polejewski
Dave Powelson & Katherine 
Chudoba
Paul E. & Lisa R. Quinn
Brenda D. Rees
John Retika & Imelda Solihin
Retirement Plan Solutions 
Administrators
Michael K. Rich
Bruce & Denise Richards
Mont & Melinda Ringer
Roberts & Associates Financial, 
Inc.
Steven Roberts
Justin & Janette Robinson
Kenneth W. Rodgers, Jr.
Roll Top, Inc.
Robert M. Ruesch
JoLynn D. Runolfson
Brian G. & Leeann Russell
James Sanford
Mathana Santiwat
Kent A. & Diana Sargent
Inger Angle Satterfield
Robert David Scharman
Tanya Lee Scott
Searle Hart & Associates, PLLC
Sarah M. Shaner
Patrick Shuldberg
Spencer J. & Amy L. Shumway

John & Helen Simmons
Stephen A. Simmons
Sandra L. Singer
Hoyt & Carmen Skabelund
Steven & Vanette Skabelund
Lloyd David Smith
Steven & Elaine Smith

Doyle John Snow
Randy W. Sparrow

John J. Spinner, Jr.
Jerry Springer

Ryan D. & Laralee 
Steck
Michael D. Steed
Mike & Sherri 
Steele

Nathaniel Stephens
Mark W. & Jean 

Stevens
Brent Phillip Stewart

David & Cherie Stoddard
John L. Strong
Kevin B. & Tracy Suminguit

Robert D. & Alicia 
Tanner
The Bank of Tokyo-
Mitsubishi, Ltd.
Louise R. Thomas
United Way of Salt 
Lake
United Way of 
the Columbia-
Willamette

Brent & Sue Wamsley
Ryan R. Warburton
Clark & Lisa Warnick

Brian P. Watson
Darwin James Weeks
N. C. Whitehouse
Wilkinson, Cooley & Co. PC 
CPA’s
Clark Wilkinson
Becky Williams
Brian L. Winegar
Dennis M. Winward
Paul H. & Genoveva Woehlke
Mark Woodward
Wen-Wen Wu
Xcel Energy Foundation
Wesley & Cori Yeomans
Yung C. Yn
Tracy F. Yost
Mu-shu Marsha Zee

$99 and below
Lael J. & Pauline L. Abbott
Adams Accounting Alternatives
Craig & Trena Adams
John R. Adams
Randal L. Albert
Wayne M. Alder
Norman & Debra Allan
Jesse & Heather Allen
Ross Allen
Alliant Techsystems Community 
Investment Foundation
Melanie R. Allred
Fred & Connie Allsop
American Express Foundation
Darla Jean Anderson
Darren & Lisa Anderson
Jodie L. Anderson
Nicholas & Katherine Anderson
Dr. Paul D. Anderson
Wade L. & Marilyn Anderson
Sheila R. & Norman R. 
Angerhofer
Rick E. Arnell
Brady P. & Lisa S. Bagley
Sheryl J. Bainbridge
Benjamin E. & Jennifer Banham
Reed J. Banks
D. Wiley & Kate M. Barker
Tyler Ray & Kaisi Jo Baron
Jordan L. Bartschi
Kim C. Bassett
Terry & Taunia Bean
Jade Beckman
Jana Beebe
Alison Beesley

Harry & Gail D. Benson
Jason S. & Kristen Bice
Jason D. Bingham
Joshua J. Bingham
Kenneth & Mary Bischoff
Greg D. Bleazard
Christopher Mark Bradley
Daniel Bradley
J. Curtis & Marilyn Broadbent
Benjamin L. & Nancy Brown
David E. Brown
Kenneth H. Brown
Lawrence W. Bull
David & Laurel Butts
Chase M. & Valerie J. Bybee
Nathan & Dodie Campbell
Scott & Claudia Cannon

Charise A. Carlson
Thomas F. Carlson
David Castleberry
Robert B. Chambers
Sherrie Chambers
Robert J. Checketts
ChevronTexaco
Raymond L. Chipman
Andrew G. & Jennie F. 
Christensen
Chad B. Christensen
Devin & Shaundeen Christensen
Camille Christiansen
Kerry A. Christiansen
Boyd Chugg
Derald & Mary Ann Clark
Robert M. & Linda Clegg
Cody & Stephanie Clement
Rick Clifford
Bryan & Kimberly Coats
Kyle Dean Condie
Alan D. Cook
Rod F. & Jenny B. Cook
Nina Mae Coon
Brandon D. Cowley
Don R. Cowley
Dorothy R. Cowley
Benjamin J. Croshaw
Arnold & Margaret Dance
Jay Darrington
Ben H. Davis
Corey J. & Elizabeth R. Davis
Dusty D. & Tonya R. Davis
Robert & Francine Davis
Charles & Lori Degraffenried
David & Ruthann DeMille

Ryan J. & Karen K. Dent
Kaytherine H. Denton
Jacob Dean Dettinger
Carl Leonard Dieda
Earlene Warner Drake
Scott & Charie Draper
Nancy Drowne
Michael Leonard Duggar
Lynn W. Edwards
Matt Egnew
Dennis & Nikie G. Elwood
Jason & Tiffany Esplin
Cavan S. Eubanks
Rusty S. Evans
Sidney Evans
Keith E. Farrar
Barbara T. Fenstermaker

Carolyn Fish
Kevin D. Forsgren
Jonathan & Ivie Foster
Shawn Fuhriman
GE Foundation
Darren & Emily Gibby
Creigh C. Gibson
Arlo Gilbert
Lancelot Henry Giles
Jamar L & Jennifer L. Glasper
Jay Harris Goodfellow
Douglas & Chloe Gotcher
Wade & Mandi Green
Ryan W. Gregersen
Sherri B. Griggs
Weston S. Groll
Max Hadfield
Gilbert Leonard Haggen
Richard Hall
Jesse D. & Rebecca Hanks
Dave Hansen
Gregory & Renae Hansen
Thomas J. Harding
Jared Wayne Hardinger
Lance Stuart Hardman
Joseph B. Harris
Ruth C. Harrison
Roger C. Hartley
George F. Heiner
Harold C. Henderson
John L. Henderson
Kenith & RoLayne Heninger
Stacey & Doug Hills
Brady B. Hoggan
Brian & Michele Holcomb
Larry Lee Holdaway

W. Martin Holmes
Peter S. Hristou
Tracy Chi-Shi Huang
Dale & Linda Huffaker
Brent & Jan Hugh
Dickson & Geniel Huntington
Kami L. & Matthew M. 
Huntsman
Bryan J. & Chandi Hurd
Jason Hurd
IBM International Foundation
Burns & Brenda Israelsen
Rodney Glen Jackson
Steven B. Jackson
Therral R. Jackson
Jared & Ainsli Jenks
Daryl Jensen

contributions

We both have very fond memories of our time at USU. We also 
remember how much it meant to us to be on the receiving end 
of financial assistance. That is why we try to give back. USU 
has hardworking students and we are happy to help make 
attending college a little easier for some.

Brian (BS, finance, ’93) & Natalie (BS, elementary education, 
‘94) Broadbent

why we give

Number of gifts 
from outside Utah

421

Number of gifts 
from inside Utah

653

Total dollars raised for FY11 

$3,425,322.99
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Earl & Mary Ann Jensen
Heather B. Jensen
John R. & Donna M. Jensen
Greg & Samantha Jeppesen
Keith S. & Cozette Jeppson
Gabriel A. Johns
Kyle K. Johnsen
Eric & Candice Johnson
Jeff & Jenny Johnson
Joseph Junior Johnson
L. Stanford Johnson
Ronald Nils Johnson
Jason & Lesley Jones
Calvin P. Jorgensen
Mamie Jorgensen
Jeff & Megan Kelly
Joseph & Normadine Kennedy
Steven G. & Catherine Kindred
Seth & Katrinia King
Becky K. Kjar
Randy James Knight
Jeff & Karrie Kondel
Gae Lynn Kuchar
Kay L. & Valynn D. Kunzler
Travis & Adrienne Lansing
Lyle N. Larkin
Robert A. & Julie Larsen
Robert T. & Karen E. Larson
Carl & Jacque Lawson
Nathan & Jennifer Lee
Troy & Monica Leishman
Thad K. & Emily L. Lemon
Kathryn A. Leonard
Scott P. Letellier
Darrell & Joyce Lewis
Peter & Marie Light
Corey & Janis Lindley
Craig J. Lindstrom
Branden B. & Carson Lish
Gary & Glenda Logan
Michael Richard & Tiffani Lovell
Megan N. Low
Lunsford & Peck, LLC
Joseph & Pamela Lyman
Nolan & Marian Mangelson
Michael & Alta Markeson
Eric T. Marnell
Lucretia Wilson Mattson
Susan T. Maxfield
James McCormick
R. Scott & Amber D. McEntire
John & Debra McKay
Ian & Raylyn McNeal

David V. Meadows
Arlo & Joyce Mendenhall
Corey & Michelle Miles
Matthew C. & Jodi A. Millburn
Derald Martin Miller
Tracy Janes Miller
Jennifer Montgomery
David & Delerie Moore
T. J. & Charity Moore
Ronald Mortensen
Sherry L. Munther
V. Scott Myers
Christoffer & Brittnee Neal
Ottie J. & Lynne Newbold
Edward L. Niebauer
Jay Dean Nielsen
Edward Karl Norton
Paul M. & Sharon Norton
Joseph George Oates
Daniel Oehler
Paul & Tammie Ogden

Russell Olsen
Erle Clair Oman
Lindsey Opheikens
Shelly A. Owen
Eric S. & Danielle D. Pace
Paul & Laura Packard
R. Blair Painter
Ruel A. & Janet Parent
Timothy H. Parkinson
David C. Patterson
Kenneth F. Payne
Dan R. Peay
Shaylin L. & Karen C. Peck
Rick & Sharon Pennington
H. Craig & Maradee Petersen
Gary Martin Peterson

Ramona Peterson
Richard A. & Sabrina R. 
Peterson
Van-se & Ngoc-suong Pham
Jeffrey C. & Crystal M. Pickett
Wendy K. Poppleton
Steve E. Porter
Adam C. & Brittney Posey
Jeffrey Poulsen
Christopher J. Pressler
Erik J. Prestwich
Jay H. Price, Jr.
Rodney & Karen Price
Sage & Mary Price
Stephanie J. Prows
Kelly G. Purser & Shauna L. 
Coats
Rick & Sandra Reed
Scott Renda
Aaron B. & JaNell J. Rentschler
Scott R. Rhees

Stephen R. Richards
Paul D. & Lisa M. Richens
Boyd Ringel
Marion D. & DeeAnne 
Robinson
Kyle & Audrey Saunders
Mark & Christine Saunders
David & Estela Schaeffer
Kenneth & Kathryn Schmidt
Timothy C. & Michelle Schwartz
Royce W. Searle
Craig Sellers
Marc & Donna Semadeni
Jeffry & Wendy Sessions
Thomas & Judy Simper
Ann Singleton

Donald Roy Smith
Hyrum & Melissa Smith
Marilyn M. Smith
Ryan L. & Debra Darley Snow
Norman King Solomon
Troy D. & Rebecca Sorensen
Ron & Jeannette Squires
Melvin J. & Linda B. Stanford
Robert & Joleen Steck
John & Carol Steinitz
Jeffrey & Janae Stephenson
Hua-Yi C. Stern
Gary & Julie Stevens
Brigham & Stephanie 
Stinebaugh
Dustin C. & Suzanne Stoker
Lance E. & Crystal A. Stott
Strong & Hanni PC
Dorrain & Charlene Summers
Jaak & Akira D. Sundberg
Bill G. Sundermann
JoAnne H. Tanaka
Matthew & Cynthia Terry
Larry & Jane Thompson
Todd F. & Charla G. Thurston
Brian & Melanie Tingey
Keith & Shaunla Todd
Diane B. Tolman
Brent G. Tregaskis
John Atwood Tribble
Byron L. Turner
Trisha Garn Vogrinec
Beverly Wagner
Collin Allen Wailes
S. S. Walker, Jr.
Ann Marie Wallace

John C. Wang
Jerrold Meredith Ward
Victoria Anne Warfield
Loraine L. Warnick
Michael V. & Rebbeca A. 
Warnick
Terrance I. & Cassie E. 
Washington
Brian & Melissa Webster
Walter Welti

Justin & Kiersha Wheeler
Todd O. White
Kirsten Widdison
Lawrence D. & Lory Wight
Donald & Mary Williams
Kimberli Williams
Travis Williamson
Brent & Jill Windley
Russell & Carol Withers
Carey D. Woolsey
Karl J. & Paula Wright
Angela M. Young
Nicholas & Amy Zollinger

contributions

It is an honor to be able to support an outstanding institution 
of higher education such as Utah State University. Coming 
from the east coast and spending four years in Logan 
opened my eyes to the beauty of the intermountain west, the 
rugged athleticism and pioneering spirit of the state’s native 
population, and the importance that is attached to the value 
of education in shaping the lives of young people.

Ken Rodgers (BS, accounting, ‘79)

why we give

My wife and I are both educators; we’ve wit-
nessed firsthand the impact of scholarships in our 
students’ lives. We ourselves have benefitted from 
others who were willing to invest in us. We give 
because we believe the greatest ROI comes when 
we invest in people.
 
Frank D. (BA, accounting, ’88; MA, accounting, ’90) 
& Anita F. Shuman

why we give

Visit usu.edu/campaign/giving to contribute to the 
Jon M. Huntsman School of Business.

: Your help is needed to fulfill the vision



usu.edu/admissions/legacy

Old Main, the Quad, balmy winters, Utah State, Hey, Aggies All the Way - can all become your children’s 
traditions. So consider the outstanding programs at the Huntsman School and across USU in a new light.

 
For more information, please email Tad Sorenson at tad.sorenson@usu.edu

or call the USU Admissions Office at 800-488-8108.

In-state tuition 
for out-of-state parents.

Live outside of Utah? No problem. You can send your children to Utah 
State and their out-of-state tuition will be waived through the

Alumni Legacy Nonresident Scholarship.



In December of 2008, when I learned that my family business, 
Flying J, was going to enter bankruptcy I was shocked. We had 
been on an amazing path of growth for the past five years and 
there had been no real warning signs. 
	 An army of attorneys and consultants advised us to bring a 
restructuring executive to lead the company. My gut instinct was 
that we needed a family member calling the shots if we wanted 
to pay creditors back. I consulted with my husband, family, and 
employees and we decided that I would become CEO. I had four 
kids at home age 8-13. I had not been working full-time for eight 
years and suddenly I was the leader of a very large company. 
	 My two goals were to pay everyone back completely and to 
keep as many jobs for our employees as I could. With these two 
goals in mind, I began looking for the right path. One day, I 
met Jimmy Haslam, the CEO of Pilot, our toughest competitor. 
From my first meeting, I could tell Jimmy was an amazing 
leader. We decided to merge our companies. The decision was 
difficult because it meant we would no longer be the operator of 
the Flying J retail plazas. But in the end, the merger became the 
cornerstone of our restructure plan, and we paid our creditors 
100 percent with minimal job loss. We now have ownership in 
Pilot Flying J and have kept several of our other businesses intact 
and headquartered in Utah with a solid future ahead. 
	 I asked my daughters what leadership meant to them. I 
agreed completely when they said a leader believes in themselves 
and is brave. My father founded Flying J, and as the leader of the 
company he trusted his employees and gave them authority to 
be leaders themselves. He was an amazing listener and mentor to 
many. He died tragically in a plane crash several years ago and in 
my position as CEO of FJ Management, formerly Flying J, there 
are very few days that go by that someone doesn’t remark to me 
about what a great leader my father was as he built Flying J. My 
mother Teddy Lou Chamberlain was a leader too. She became 
involved with the diet business and quickly became one of the 
largest franchisees in that company. She is confident, smart, and 
very approachable. She always inspires me by her example that 
you can do anything you set your mind to do.
	 My vision of leadership is having the confidence to rise to 
the occasion. Whether it is as a part of a school club committee, 
a sports team, or a large company, a leader will usually rise to 
that position because they see a need and are willing to take 
the responsibility to make an impact. A leader knows how to 
build a strong team, listen to their team, and takes responsibility 
for decisions. My biggest heartache about the merger of our 
company was that 200 long-term corporate employees lost their 
jobs. As a leader you do not always have as many options as 
you would like to satisfy every situation, but in order to make 
progress sometimes you have to make the best choice you can 
and move forward.  

Crystal Maggelet President & Chief Executive 
Officer, FJ Management, Inc.
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It Can Take a Bit of Bravery to Succeed
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Jeff Clark Chairman and CEO, J.D. Clark and Company and Praesideo Funds; Member of 
the Jon M. Huntsman School of Business National Advisory Board

“Far better it is to dare mighty things, to win glorious 
triumphs even though checkered by failure, than to 
rank with those poor spirits who neither enjoy nor 
suffer much because they live in the gray twilight 

that knows neither victory nor defeat.” 

— Theodore Roosevelt

What are some of the guiding principles that 
anchor your leadership philosophy?

Some years ago I identified some guiding principles 
present in my life that had been very useful up to 
that point and served to be extremely useful from 
that point forward. I call them the “Rules I Live By.” 
They are:

• �Honesty and integrity provide the framework 
for all decisions.

• �There is not a job, client, or business 
worth the price of moral sacrifice or the 
compromise of personal values.

• �Be a listener. Remember the two ears, one 
mouth principle. Listen twice as much as 
you talk.

• �Gain perspective by wearing another’s shoes 
and walking another’s path.

• �Good men learn from their own mistakes, 
wise men learn from others’ mistakes.

• �There are few, if any, plateaus but many 
wonderful vistas along the way which is 
usually a steep difficult trail.

• �There is always someone smarter and 
better. Someone will always build a better 
mousetrap.

• �There are few, if any, get rich quick schemes 
or overnight successes. If it sounds too good 
to be true, it usually is.

• �Manage by goals and objectives. Empower 
and incentivize others to succeed.

• �Measure your success by how you feel about 
others and how they feel about you. At the 
end of the day, all you take with you is what 
is in your heart and all you leave behind is 
how people feel about you.

What advice do you have for our students 
as they set out to become leaders in their 
communities and their companies?

While there are many, two principles have served 
me well in my career. As I began my career, I 
worked hard to ensure I understood what was 
required of me and how these “puzzle pieces” fit 
together not just for my part but what the entire 

“big picture” was to look like. This yielded great 
autonomy for me because my work became 
objective and strategically oriented as I built 
technical expertise in my area and continued to 
understand how it fit into the “big picture”. As I built 
and ran my own companies and began to interface 
with clients and investment managers, a second 
principle became very, very important to me. Dr. 
Covey states it as “Seek first to understand, and then 
to be understood” and in my simple rules I denote 
it as the two ears, one mouth rule. I found I didn’t 
need to really invent any new wheels but just learn 
from others’ experience and wisdom.

What does “Dare Mighty Things” mean to you?

Two things: First, make a positive difference in 
others’ lives whether with your family, internal or 
external clients, or your peers by always being part 
of the solution rather than part of the problem. 
Second, dare to walk an extremely high ethical road 
and then all the rest will work out. It won’t be easy at 
times and there may be economic consequences but, 
by doing so, you never have to manage anything but 
truth and reality and will live with internal peace 
and tranquility. 

Two-Ears, One-Mouth Principle Makes Good Rule
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People who study business 
leadership like to say, “The 

command and control, 
top-down model is 

over, and the collab-
orative model is in.”
     As it turns 
out, there’s a lot 
more to the story 
than that—as we 
now know from 
an ambitious 
two-year research 

project carried 
out under the CEO 

of Deloitte Touche 
Tohmatsu Ltd., which 

is the world’s largest 
consulting and professional 

services organization.
	 	  That CEO is James H. Quigley, 
a graduate of Utah State University with both a Bachelor of 
Science degree in accounting and an honorary Doctor of 
Business degree. He led the research project and co-au-
thored a book about it with Mehrdad Baghai, an accom-
plished executive and strategist, and three others, Ainar 
Aijala, Sabri Challah, and Gerhard Vorster. 
	 AS ONE: Individual Action-Collective Power is the book. 
It grew out of an ambitious project to delve deeply into the 
underpinnings of “collective leadership,” to understand 
the different leadership models that work best in dispa-
rate kinds of organizations—from the public sector to the 
non-profit world. The authors set out to shift “the discourse 
from loosely-defined, theoretically appealing concepts to a 
much more analytically rigorous and pragmatic footing.” 
	 The question they have answered is profound: how best 
to turn individual action into collective power.

	 Using a statistical approach called “cluster analysis,” 
they have defined eight illuminating archetypes, organized 
around two axes. One axis describes how power is exer-
cised, and the other how individuals’ tasks are carried out.  
	 Each archetype is accompanied with a fascinating case 
study on businesses such as the Apple App Store, Linux, 
Marriott, and Cirque du Soleil. Short profiles describe lead-
ers who personify each archetype, such as Gandhi; Omar 
Bradley, the last five-star general; and the Roman Cicero, 

“Father of the Free State.” 
	 The archetypes are: Landlord & Tenants, Community 
Organizer & Volunteers, Conductor & Orchestra, Producer 
& Creative Team, General & Soldiers, Architect & Builders, 
Captain & Sports Team, Senator & Citizens.
	 This book advances our collective understanding of 
leadership significantly and is well worth reading.

AS ONE: Individual Action — Collective Power
By Mehrdad Baghai & James Quigley, with Ainar 
Aijala, Sabri Challan, and Gerhard Vorster
Publisher: Portfolio/Penguin 2011
ISBN:  978-1-59184-415-0

Required Reading

As One by Mehrdad Baghai & James Quigley
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